
10 Tips
Tip No.1 - Know what your customers really want.
Another in Inecom’s Series of mini white papers to help you increase the 
profitability of your business

1. Find out what is selling and what is not selling 

Analyse what is selling and equally importantly, what is not selling! Business Intelligence (BI) 
applications will give you, in real-time, reports on value and profit for every product, market trends, 
buying patterns etc. BI will also allow you to analyse relationships between your company’s sales 
resources, customers, products and time periods to assess sales performance and plan improvements.

But don’t just rely on computer generated data, get first-hand feed-back from the staff that interface 
with your customers, both on the road, in telemarketing and in customer service.

2. Review slow-moving stock

Reducing stock turns provide another indicator that your customers are not buying. If there is no 
valid reason, then the product attractiveness is probably in decline and products must either be 
improved (see 6 below) or deleted. A later Inecom 10  Tips mini white paper will analyse this in more 
detail.

3. Publish strong product descriptions

Make sure that that there are complete yet concise product descriptions with diagrams and images 
on your website and in all promotional material. Use these graphical product descriptions in your 
quotations to help your customers to make more rapid decisions to buy. Strong product descriptions 
are a common basis of understanding and therefore minimise delays in sales. 

4. Enhance your Customer Service

Every customer wants to believe that they are important. Build your CRM system so that it displays a 
detailed knowledge of their organisation as you communicate with them. When there is a problem, 
be honest with the facts, and deliver the solution or recovery to the problem as rapidly as possible.

“……Be sure that the products that you are making or buying-in are the right ones for 
tomorrow’s sales orders. Keep close tabs on sales activity – what is selling and what is not 
selling. Declining sales on any product line can mean changing customer needs. The sooner 
that you react to these changes the better chance you have of not wasting resources….”
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5. Quality is key

Customers will always say that their key decision criterion is a low price. However, when you dig into 
what really drives customer satisfaction, most will be willing to pay more if they could be sure that 
the result will be a higher quality product and a higher level of service. They know that they will be 
able to justify their decisions with their management and colleagues. Make sure that your
products have quality accreditation, publish and always highlight this.

6. Build on what is selling well

Analyse your best-selling and most profitable products. Prioritise and develop programs to add func-
tionality and review these plans with 3 or 4 of your key customers. From this feedback, you will be 
able to speed-up product enhancements. This innovation process will produce new opportunities to 
sell exactly what your customers and almost certainly the wider market wants.

7. Carry-out a Customer Survey

At least annually, send out a formal Customer Survey, because it will show that you care. Keep this 
survey brief, but ask for input on the functionality, competitiveness and quality of your products, the 
service you provide (both presales and post sales). Ask for their suggestions to improve your rela-
tionship with them. Consider outsourcing this so that you receive more objective inputs.

8. Say “Thank You”

There is no business tool more powerful than letting customers know that you want to serve them 
and that you appreciate their business. It’s impossible to put a dollar value on a “thank you” but it 
always will be worth more than accountants can measure.

On a regular basis, Inecom publishes business tips to make your business more profitable. These 
tips are a summary of the business processes which our consultants implement in all our SAP® 
Business One implementations.

But perhaps the best tip that we can give you for improved profitability is find out more about
Inecom and SAP® Business One today.

For complete details about SAP® Business One
Call us at: +65 6225 9255
Or email: enquiries@inecomworld.com 
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